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4. mART OF SERVICE. Disitpl willprovittheBalkRate Services to the W d d  uaits 
opan issuaoce of a catificate of Occupancy (co) for mt units by thc appmpnatc - l o c a l  
govenmcent body. owns: wm am DigitaI of such action within thftty (30) days of esch 
residential unit reodving its 0. 

5. BuLItRATeFEEINQREASEprOgremmmg * fees. C s P c d l Y  for w programming. 
arr rising at rates &at make it impoaoible for asemiceprovidato project WE*, beyond 6 months. 
l - kdorq  Digital will pgss-onHogramminginaeases that it receives that am43 O w n d s  bulk 
ratc However, ifpragrammiagdmge is co&actWy possiiIe, Owpamay chose notto a u q t  
theioaesse but rather changes t h e p m b d g .  Digital will makc areasunable&ortto find 
oomparable Programming within the budget of Owns. In othcr words, Digital guamtce 

Similarly, any rate inaeascs approwd by regulatory bodies will be added IO Owner 
compmsationratc, WhearrpPlicabletoDigiEal. Suchincrwsewitl bepassedthroughWi(h0utany 
aQmustrative &from DigitaL When this occurs, Digital will add these inerraseSto 0wuer.s 
rate at 110 additional mark-up by Digital. 

6. TERM. ThctamoftheBalkRatcServiceisford~(6)ycars Thefirstyearbeginsonthe 
datethatthe first units ate Cutifid for Ocapnq(CO'd) and thefustyearcnds2 months& 

resid- unit is Co'd The remaining 5 years of this Bulk Service Contract 
begins in the month following the lan month of the first year as defined in this pragmph. lf 

-on to the other 180 days prior to the taminstion date of this ndtbaperrygivesnoticeof~ 
Bulk Ratt Agreement, the contract automatidly mews for a like period. 

7. WARRANTY. Digital shall provide its sarviocs and meet its obligations under this 
Contract in a timely and worbmdh manna, using knowiedge and rroommendatioos for 
paforming fhe. suviccs whicb meet genaally acceptable stsndsrds in the Private Cable industr). 
and &on, and will provide a s$ndard of d c e  equal to, or supexior to, service standards used 
by Service providers similar to Digital on similar projects. 

8. RJMEDIES. In addition to any and all 0th rights a party may have available according 
to law, if a party defaults by faiiing to substantially perform any provision, tmn or condition of 
this centrad (iicluding without limitation the failure to make a monetaty payment when due), 
the other party may taminate rhe Conha by providing written notice to the def;wlting party. 
rhis notice shall describe with sufficient w thc nature of the default. The party rccciving 
such notice shall have sixty (60) days fmm the effective date. of such notice to cure the defsult(s). 

owndsratefor~tennoftheAgnan~howevcr,chamtelfmaycbange. 
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Verizon I Investor Relations Page 1 of 2 

Verizon Launches Aggressive Plan to Bring FiOS 
Services to Apartments, Condos and Other Multi- 
Dwelling-Unit Sites 
Wednesday. March 08,2006 

Verizon Enhanced Communities Team Offers FiOS lntemet and fiOS N f o r  New, Retrofit Insfailations 

People who live in apartments. m d o s  and coops are the next wave of customers who could enjoy the benefits 
of Verizon's fiber-optic. alCthe-way-to-thwstomr technology. Verizon will aggressively pursue agreements 
to bring FiOS Internet and FiOS TV services this year to these customers, nationwide. 

Verizon Enhanced Communities is launching a major marketing campaign, sending business development 
executives and engineers to meet with multidwelling-unit (MDU) owners and condominiudm-op associations 
to negotiate marketing and access agreements and technology upgrades. 

Verizon has various technologies available to provide services in multi&elling buildings and complexes. 
depending on what fadbties are in place or can be installed. Verizon signed right-of-way agreements covering 
more than 57,000 units in just six mnths last year. 

Verizon b concentrating sales efforts in those parts of 16 slates where the company is building out its all-fiber 
network. Verbon is the only communications company deploying fiber-optic technology all the way to 
customers on a major scale. 

'we  have the technology. we have the sales and engineering team. and we have lhe solutions to bring our 
lndustry-teading FiOS Internet and FiOS TV services to a huge potential market that amounts to about a fifth of 
Verizon's customer base," said Eric Cevis. vice president of Verizon's Enhanced Communities group. 'MDU 
owners and managers know that first-rate telemmmunications servies like our FiOS Internet and FiOS N 
products differentiate their properties. 

W e  are Intensifying our effort. begun last year, to get FiOS services into the MDUs, and we expect this year to 
dwarf bst yeah MDU sales penetratbn." 

The Enhanced Communities group also has worked with developers to conned new homes to Verizon's fiber 
network. The group has agreements wlth builders and developers covering roughly 152,000 homes. The 
marketing activity In both segments has been conduct4 by Verizon Avenue, the business unit long associated 
with Verkon's multl-unit multCbuilding marketing. 

According to Cevis. the first step in signing up MDUs is securing a right-of-way inside buildings. Either new fiber 
orexisting cabling and wlring can be u s 4  to deliver the services. Bulldinq owners and Verizon agree on the 
technology to be used. 

With pathways engineered, building owners can have an exdusive marketing arrangement with Verizon, or can 
opt for other marketing arrangements. 

W e  have solutions for just about every situation.' Cevis said. 'And we're finding that owners and developers in 
the MDU community. like the single family developers, see the power of fber-to-thepremises instanatins to 
differentiate their properties from non-fiber installations when marketing their propellies. 

'And that differentialion goes beyond initial Sales or rentals.' he said. 'Because the capacity of fiber is virtually 
unlimited. we know it can be kept current with new technologies or bandwidth demands." 

ittp~finvestor.verizon . ~ ~ p  nnt .asp x?p~ht~%3a%2~~2finveStor.~enzon . ~ m % 2 f n ~ s % 2 ~ ~ . ~ p x % . . .  6/25/2007 
, .  . .~ 
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Verizon I Investor Relations Page 2 of 2 

Verizon‘s aggressive marketing campaign began on a successful note with the announcement today of an 
agreement with a seniors citizens’ oomplex in Huntington Beach. Calif. 

The 1,238Unt Wmp/eX, HUnthgfofI hdmah, has been retrofitted with Verizon fiberoptic facilities and a 
limited marketing agreement signed wim the owner to offer FiOS senices to restdents. 

I 
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Verizon is rewiring the country for fiber-optic broadband by bringing fiber to the front door. 
The benefits go right to developers' bottom lines. 

or many Americans. 
connectivity i s  already a 
way of life. The big game F is on in the family room 

while the kids watch caftms 
upstairs and y w  record your 
favorite series. In the study, your 
spouse is emailing a presentation 
to a colleague. while across the 
hall, your oldest child is gaming 
in 3D. online. Everyone's enjoying 
the benefits of high bandwidth. 

In the online world. bandwidth 
translates to speed. The greater 
your connection's bandwidth. the 
more data it can '6~'. and the. 
faster that data roves. Five years 
ago, .most consumeer; were 
satisfad with a 56K dialup lntemet 
connection. But with streaming 
audio and Video now ~xnmonplaca. 
today many cable connections 
seem'slow. 

The broadband advantage 
Fiber-optic broadband satisfies the 
hunger for bandwidth. .Verizon FiOS. 
a fiber-based service, supercharges 
the most bandwidth-intensive data, 
video and vdice a p p l i i t i i s  and 
has already earned rave &ws. 

-I uploaded fwe digital photos, 
totaling 10.2 megabyies in size, 
to an onlina photo servik.' writes 
Waiter Mossberg,The Wall Street 

minutes, while Corncast todc one 
hour and 22 minutes." 

Large corporations have relied 
on this technology for years; now 
Verizon is delivering fibec-optic 
broadband directiy to singlefamily 
hcines. condodniums and apart- 
ment buildings. Verizon ROS 
service is the fastest residential 
broadbandconnectioothewmpanlr 
has ever offered, letting users 
download wntent at speeds 
much faster than most cable 

Journal's techndosy wiumnist, in 
the Sept. 5, xx)5, edition. 'FiOS 
did this job in just over eight 

companies can provide. Ir?. even 
'faster than the m n m s  in many 

"The fiber being installed 
today should have the 
capacity to handle 
anything that becomes 
available in the 
next 20 to 30 years." 
Cliff Yezefski 
VerizonS FlTP Natnnal Planning Team 

connected 
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Fiber-optic broadband 
download capacity .- 

.r- 

ww==F.~h.adk.-b4nt. 
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businesses - very appealing to 
the 40 million people.who currently 
telecommute at least part-time. 

"Futurecompliant" 
developments 
Including a fiber-to-thp.home 
infrastructure in your communities 
benefit$ you and you customers. 
mat's why Verizon caiu'thm 
Enhanced Cmmunifies In fact, 
verimn'is in the precess of converting 
its nationwide neiwak to fiber qXks. 
The effortortwili take years and cost 
billions. but when it's complete. most 
c u s m r s  will have access to fiber- 
optic broadbend with virtually no 
limits to the traffi it can handle. 

"The fiber being installed today 
should have the capacily to handle 

anything that bemmes available m 
the next 20 to30 years,' predicts Chif 
YezeM of Verizonk Fl lP (Fiber to 
the kwkes) National Fiannlng Team. 

Futumpliani.hcusing 
appeals to your customers. who 
want to kndw that their homes will 
accmodate  the best technology 
m w  and In the future. Buyers view 
it as an in- in the Mure value' 
of the home - plus, it enables 
high-tech upgrades that appeal 
to tech-savvy consumers. The 
Consumer Electronics Association 
estimatesthat the average high-tech 
home has $5.000 to $lO.O@J worth 
of built-in electronics: monitored 
security systems. simple lighting 
controls, mpu te r  networking ana 
distributed audio-video. ' 



Flber-optic broadband makes 
incorpofating these options easy. 
And with a download capacity 
greater Van coaxial cable and 
,significantly greater than trad~ional 
dialup service, Verizon FiOS 
gives your customers access to 
exciting new applications that can 
drmalkaky enhance their qualky of 
life. Think of fiber-optic broadband 
as an enabler It helps people do 
things they never thought possible. 

Revolutionary FiOSTV . .  
A fikr-optic broadband infrastmcture 
enables all of a home's c m n C  
cation and entertainment services - 
data. wdeo and w.ce- & be 
delivered via a single tech-. 
Verbmi loolc a leap in this direction in 
September 2M)5 with the introduction 
of FIOS W neartylso channels of 
1Q) percent digital programming, 

i 1,800 titles strong. Verim is 

! j 
constantly expanding its offerings 

, .  to deliver m e  mnprehensive 
entertainment options. i 

FKlS N s e m  is cumiJy 
olferedmsawa/mg/cmandif# 
ewntua@h, avaibbk, to m t  
Ver2oncustaneFsMoaihm.a 
s o U p 6 & p ~ h O f c a b l e . r n  
7 v l K 8 s L w u l ~ t ~  
todeliversa%&Mprcgammkrg 
mq m t  Pmkxd (If) fedhology 
brrM-demand kfew+cg. Delivacing 
television via fiber-optic broadband 
provides flexibility and exceptional 
swnd and p b  qualw. imagine 

width to watch more of their favorite 
channels in amazing high definition. 
Not only will they have access to 
premium channds 24 hwrs a day, 
butthey stay connected to the world' 
by tuning hi to more than two dozen 
popular international channels. 

I 
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1 plus a videoademand library 
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'IP will change the way 
consumers watch television," 
writes Deepa lyer, an analyst with 
Dalias-based consumer technology 
research group, Parks Associates. 
They will no longer sit idly in front 
of me television and absoib what is 
delivered to them. Instead, they 
will COIIsurne television in a way 
mwe suited to their lifestyles." 

The bottom line 
As m e  of the country is cwvlected 
by fiber, consumers will come to 
expect it - and will trade options or 
pay more to get it. Research shows 
that buyers see fiber as adding 
several thousand dollen of equity 
to a home. It also earns its keep 
'in apartment and condominium 
mplexes - in 2004, the National 
Multi-Housing Council found that 
47pemnt of U.S. apartment 
residents said the svallabiify of 
bmaoBand accesri fact& into 
their decision to rent a unit or not 

The best part? Verizon helps 
the developer market high-tech 
communities and canpensates 
them for their ettocts: PIUS. as one 
of the m a  recognized brands in 
the nation and a clear leader in 
fiber-optic broadband technology, 
V e r i i i s  an ideal business partner. 
The company has a century of 
expxience in -e industry and 
$71 billion in annual revenue to 
show for it. Co&umers and 
developers alike k w  that 
Verizon is in it for the long haul. 

"we're C~mndtted to putting 
resources and capital into this effort." 
says Dan O'Connell, dirkor d sales 
for Verkon .Enhanced Cwrmunities. 
'This is our core business.' 
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Your customers are tech buyers 
Consumers expect the latest technology where they work, where they play, even in 
their cars. Now they want the same in their homes, and they'll seek out builders who can 
make it happen. 

ccarding to the Consumer 
Elechonics Association 
(CEA), the average A Amehcan home now 

has electronic d&es that enable 
21 separate tasks. including watch 
ing DVDs. recording favoiiteTV 
shows. telecommuting. file-sharing, 
and playing video games and 
music. That's up froin 13.5 tasks 
10 years ago and just 5.4 in 1985. 

Not all home electronics are 
Webenabled. but enough are to 
cause a jump in demand for band- 
width. "Ow research shows that 
families are increasingly using 
Internet bandwidth to distribute 
content such as photos and 
video clips as well as using 
computers and Other devices to 
listen to streaming music, radio 
programs and video new,. says 

Steve Kcenig. CEA's senior manager 
of industry analysis. He also points 
out that 53 percent of U.S. house 
holds have some type of broadband 
access. compared with 10 percent 
in the year 2000. 

Broadband and 
consumer demand 
The US. CMmerce Department's 
m3 American Housing Survey 
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shawed that households headed 
by 27- to Oyeardds (Generation X) 
accounted for 49 percent of 
new-home purchases. And 
Generation V. or Echo B m e r s  
(born after 1979) are becoming 
new h m e  buyers as well. Both 
use technology in their daily lives. 

'A new geneiaUm is viewing 
the housfnQ market from an 
entidy different perspedive."says 
NAHB ErecobLe Vm Preskfent 
and CEO Jew Homrd. me@ 
technoaawy and are demanding 
homes that can meet their new 
technology rsqoirements. 7 M y  have 
asbongawarenessofMlh&~: 

In terms of high-tech amenities. 
echo boomers are more likely than 
any other group to want a home 
theater, automated lighting controls. 

and a built-in security system, 
according to Howard. 

is particmy robust among the 
ywng. that demand is still healthy 
amang older buyers. %e wer-50 
home bvyer k much m e  interested 
in tednolcgy than you migM 
assum: says Terrl Berlage, a 
designer with Broddidd. ban.- 
basad interior designer Mary Jo 
Peterson, Inc., an NAHBcei?ikd 
aginginplace specialist. "They are 
taking online classes and using 
the lntemet to keep in touch with 
grandkids. A lot of them are also 
working a! home.' 

In fact, baby boomers are 
extending their careers or starting 
new ones later in Me h n  earlier 
generations would ever have 

But while demand for techrwkgy 

imagined. They are engaging in 
life-long learning at local colleges 
and universities and increasingly 
Want h m s  porewired for the 
ultimate in technology "The baby 
bmners are a m y  techsavvy grwp. 
I think of them as having a young 
mindset," M a g e  says. They use 

things. It is pad of their active life$tyie.' 

The corning technology boom 
Broadband is becoming as much 
a part of life at home as it is in many 
businesses. The Internet Home 
Alliance (iHA) recently completed 
a pilot program in Boston that 
looked at the'effect of putting 
broadbandconnected computers 
and appliances in consumers' 
kitchens. Tim Woods. I W s  vice 

tectwdcgyto help them s@y on top d 

Caning The Erst Atari bemmes TIME The first Intel F'emiurn MP3 h m a l  Apple unveils 
Glass Wenls cellular Umfirsthome Magazlne personaldata pmcessor is Meated. the ipod 

: telephone -game wnesthe -I, 
' w w  PC%n of cf PDA is 

operaton. 

i ' .  

! 
! 

connected 



"People are choosing where to live based upon me 

availablity of high-speed access. If all other factors 
are equivalent, areas with commercial deployments of 
broadband are sought after more frequenfly. ... When 
broadband Services are introduced in any given area, 
uptake rates am very high." 

- ~ R e s a K b . ~ ~ : D s L w . c a t d e u o d n n . . ~  

president of ecosystem develop- 
ment, says that while participating 
families were accustomed to going 
online individually in separate 
locations they now began spending 
more time together in the kitchen. 
The connections made parents 
more likely to participate in their 
children's homework. "Participating 
families found that Internet access 
in the kitchen helped create a 
greater sense of community in 
me h m , "  Wccds says. 

up a range of Mue opporhmities. 
He sees the next wave of Internet 
connections In the bathroom and 

Heart-rate mitors, diabetes tesfins 
aquipment and 0 t h ~  equiprent will be 
connectedto doctws'offices thnxlgh 
the Internet so patients can obtain 
a basic level of health w e  withcut 
leaving the home.' he says. 

The technology bottom line 
Many builders are learning to profit 
from msumer interest in advanced 
technology. At IHA's Digital Home 
Leadership Conference last fall, Lisa 
Kalmbach. senior vice president at 
' KB H m e  in California, noted that 
2 percent of total company annual 
revenue - more than $10 million - 
comes from home technology sales. 

Randall Lewis, executive vice 
president of Lewis Operating Corp., 
one of the nation3 largest real estate 

And, fiber-optic broadband opens 

b e d m  for health-monmg devices. 

......... . .  . .  .~.-.~ ~ . i  . . .  

development companies, ccunts 
on Verizon's advanced techmlcgy 
plus expert sales support that 
helps differentiate Lewis group's 
new Chino. Calif., development. 
The Preserve will encompass more 
than 7.000 homes and apartments. 
as well as schools, parks and 
commercial buildings 

7he most exciting thing aboof 
FiOS," Lewis says, I s  how if helps 
us sell homes. When we heM our 
gmnd wring, all 43 homes fhat 
were awilable sold in the fimf houc 
Our wmmunily stands out and our 
leadhg technology is deffnifek a 
keyparf of ha!." 

That's a lesson new-home 
builders and developers w i d  
be wise to heed, 'according to Jim 
Hayes, president of The Fiber Optic 
Association. 'New subuhan devel- 
opments should be a no-brainer for 
fiber to the home," he says. 'It casts 
less than a premium kitchen counter- 
top, yet it prepares the home to be 
of higher value than a home with 
standard Internet wnnections today, 
and will be able to handle proiected 
increased bandwidth requirements 
for many years to m e . '  
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High-tech Verizon communities are raising the bar on bandwidth and consumer 
expectations. Located in northern Virginia, .Brambleton is a case study for why 
developers need to look ahead or be left behind. 
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! @$ambIetm.sits on 2,wO acres 
in northern.Wrginia, just a few 
miles from Washington Oulles 
International Airport. The first hwnes 
were sold in 203'2, with construction 
scheduled aver.severa1 yean;. 
The mun i ty 'p lan  includes m r e  
than 6,uM singl&amly hanes, 
towrhnes and mdominiuns in 
variws arctitectura'sw. ~eswt-  
styie amenities include pwis. tennis 
ccurts. natwe mils and parks. The 

450,033 square feetof retail space. 
as well as restaurants, professimal 

i 
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n a recent Right to 
Washington, D.C.. Bill Fox 
struck up a omvmficn 0 with his seahate. who 

said he was moving to the D.C. area. 

'He said that he had just bought a 
house in a place called Brambleton.' 
Fox says. 'He said he liked the 
techndcgy the community offered.' 

His seatmate didn't huiv that 
Fox is chief operating mer of The 
Brambleton Gmup, the devebpmt 
Company that m t e d  Brambleton. 
But the cooversatii coofined that 
the idea of a fiberaabled, &&nOlgy- 
enhancedanmunitywasavdmer. 

A plan for the posslble 

out of CUriOslly, Fox asked where. 

, 

M i  and a cinqhx. Three grade 
schools, a high school. three houses 
of worship, and a fire-anbrescue 
facility will serve Brambleton and 
its neighbors. Its neotraditional 
layout enowrages interaction 
among neighbors. In effect, the 
developers are creating a self- 
cmtalned small town. 

The brainchild of Detroit 
businessman Anthony L. Save. 
Brambleton is ideally sibJated near 
a high-tech commercial corridor with 
a highly educated workforce. From 

the time Soave bought the property 
in 1999. he had visions of a small 
town with a techiwlogy infrastructure 
that would enable residents to enpy 
the best technologies available 
today and in years to come. 

Save formed The Brambleton 
Gmup to develop the property and 
hired Fox to run it. To help create a 
techndogy master plan, Fox called 
on Tom Reiman of The Broadband 
G w p .  a Sacramento, Calif., tech- 
nology planning company. Reiman 
has been invdved with some of 

. .  
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"Partnering with Verizon has differentiated our community. We have been 
able to offer our customers unparalleled high-tech services that most 

communities are simply not able to provide." 
Anthony L Soave. President and CEO, Soave Enterpnses U C  

the mast techMlogiCally advanced 
developnients in the country, and 
wit!wut hesitation. he ranks 
Brambleton on the cutting edge. 

The community's master plan, 
acmrding to Reiman. focuses on 
what technology can make possible. 
:It's not about the fiber itself. but 
about how the fiber can enhance 
livability.' he says. 

in which fiber-optic broadband 
provides m e  than entertainment 
and Internet access. The oommunity 
already has an intranet that l ink 
every resident to schools, busi- 
nesses and mmunity governance. 

~. This same fiber inhasbucture 
~ 

is able to d e l i  television. video- 
~ o m .  videoconferencing 

and phone sericesWwtthem 
W n g  down - provided Rber 

i 
i 
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i The plan anticipates afuture 

I 

. .  

! 

corc~s all the way to the home. In 
Bmmbleton. it does. 

to bring fiber to a paint outside a 
group of homes," Reiman says. 
"Once yw establish advanced 
requirements like these, fiber to the 
home is the only practical solution." 

'Many providers think it is okay 

Breaking new ground 
Next, Fox and cwnpany had to 
find someone to install the new tech 
infrastructure. At the time, there were 
no fiberconnected communities 
in the United States. .I called AOL. 
Adelphia. Microsoft. No one called 
us b a c y  Fox recalls. 

Reiman suggested he call 
Verizon. which had a fiber-optic 
research lab in Philadelphia and 
was looking at new ways to roil wt 
fiber to the home. Fox and Reiman 

met with Verizon executives, 
who saw Brambleton qs a golden 
opportunity to showcase next- 
generation connecti(lity for the. 
home. Verizan agreed to invest 
substantially in the infrastructure: 
as a result. all current and future 
Brambletan residents will be able 
to experience the superiw benefits 
that fiber-optic technology offers. 

It's a win-win situation for 
residents and Verizan, and 
the benefits for builders are 
just as compelling: faster sales. 
higher home values and happier 
custwners. "Parblering with Verizon 
has differentiated our ComrnuniM 
We have been able to offer w r  
customers unparalleled high-tech 
services that most cmunit ies 
are simply not able to provide.' 
says Soave. 



Speed, service and support 
Kim Adams, Brambleton's director 
of marketing, has seen those 
benefits up close. We find ihat what 
drawspeople here is the location, 
but what keeps them here is the 
techndogy.' she says. .I can't 
imagine a developer not planning ' 
for this techndogy. because buyers 
have come to expect it." 

Of Mw9e. Stat-of;the-art 
techndcgy requires outstanding 
service and suppon Verizon and 
Brambleton have wcWd together 
to make fiber to the home easy to 
understand and use. BramMeton 
created atechnology area in its 
visitor center, including a display 
teaching prospective residents a h t  
the conneavity in each home and 
mputers that show firsthand how 
fast fiber-opdc broadband is. 

:It's one of the most valuable 
selling tools we have." Adms says. 

'People come in and use the 
komputers. They see be speed." 

In addition, when new residents 
v v e  in, a technical concierge will 
set up their mputers, printers and 
other home technology and make 
sure everything is in working order, 
free of charge. 

Ted~nology sells itself 
All this has made it easier to 
sell homes. says David Boisvert. 
a new-hcme counselor for Beam 
Homes. Beazer is building 
both single-family homes and 
townhas in Brambleton, and 
Boisvert has worked in the 
community since its inception. 
He says the fiber infrastructure 
is a big hit with buyers. 'A lot of 
cur buyers work from home, so 
it really helps them. And they like 
the fact that that the house is 
wired for the future." 

Boisvert cmfirrns that the bene- 
fits of fiberqlic broadband quickly 
become an integral part of resi- 
dents' lives. By linking residents 
to one another as well as to local 
businesses, the fiber mfr'astructure 
serves the same goal as parks and 
pedestrian-friendly streek. helping 
to build a community. 

Boisvert is an example of how 
people closest to the project are just 
as easily wowed by it as those who 
hear about it frm the outside. He 
liked Brambleton so much that he 
moved there. 

Canrmnny inbanet makes it easy 
for reddents to communicate. The 
schmlsare e v ~ n  tied in to it You can 
check the lunch menuor ccmww 
icate wim the teacher," he says. -Thii 
is a great place to raise a family." 

'Everything is wired. The 

connected 15 
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Verizon makes it easy 
Providing fiber to the home offers developers a new, exciting way to attract prospective 
customers, but with deadlines and budgets to meet, it may seem easier to stick with 
the status QUO. We're here to tell you it's not. 

V I erizon helps you sell 

broadband to your 
customers and 

the benefits of fiber-op6c 

prwides great service after the 
sale. Not to mention dedicated 
construction wpport to ensure 
that you get fiber in the ground 
on pw thetable. 

"It's a win-win situation - besides providing our 
residents with high-speed internet, it will give 
them the ability to access HDTV and other 
services that become available in the future." 
Joe Winkler. Manager, Hunbngton LandmaIk. Huntington Beach. Calif 

connected 

Selling fiber benefits 
Pitching the benefits of fiber-optic 
connectivity is easy m e  you 
understand that Vafizon offers the 
technology customers need and 
the level of service they want. Here 
are five key points to consider: 

OFiber is a'no-bminer hr a 
p ' n g  number of unmmmfs. 

a reliable broadband connection. 
'Most sophisticated cmsumers 
today - especially young 
profeFionals - won't buy B 
home wahout highspeed Internet,' 
says Skip Klinefelter, chief operating 
oflicer of Red Group Cavelopment in 
Richardson. Texas. Bozrnan Farms, 
a 1.600unit development 30 miles 
noctheast of Dallas. is his ccinmy's 
frst V e r i m  fiber m W .  .The 

Many d todays mumm require 

technolcgy has strud( such a chord , ~ - 
with con- that he's row starling 
a second one. 

logy You're selling the good life - 
or as Verizm Vice President Eric 

the foreseeable future. "We remind 
developers that their communities 

Q verimn offers the service 
packases fbeyb bkiflg bL 
Verizon delivers a complete suite 
of telecommunications sewices: ' vice president of ecosystem' 
data. video and voice. For many 
consumers. this 'triple-play" service 
is a rnust-have on their list. You 
really cant &et a home to an 
upscale buyer today, or wen sell 
lots to an upscale builder, withcut the 
ability to provide them with a single 
sour- for all these services,' says 
Klinefelter. 'Nobody wants to deal 
with four a five utilities anymore." 
In fact, these discounted bundled 
selvices mean consumers pay 
slgnifkmtiy less than they would 
if buying services separately. 

Cevis describes it, someone's 
dream m e  frue. 'Developers 
sell emotion," says Tim Woods. 

development for the Internet Home 
Alliance. 'They sell good schools. 
community parks. walking trails 
and green space, an of which have 
an emotional as@.%. The trick to 
selling techndcgy is translating 
the marketing approach from 
the technology Itself to what the 
technology can do [to improve] 
a custcmer's lifestyle." 

Q ney wt/i mpy the ben~fifs br 
years to come. Rber not only meets 
your oustomers' immediate needs - -from telecommuting to distance 
learning to online entertainment - 
but it has the capacity to deliver 
the most demandincr applications of 

Q This tec+mo/ogy W ~ U  make their 
lives bffer. When you sell fiber, 
Mu're mt reallv sellina a techno- 
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will be here for years to come, 
and that during that time. 60s 
will become ubiquitous.' says Dan 
O%onnell. director of sales for 
verimn Enhanced Canmunities. 
'Developers don'twant homeowners 
banging on the door three to five 
years from now, asking, why the 
community down the street has it 
and they don't.' 

O T h 4 r C a l l c o u l t o n S W *  
fhyneedirVerimnhasweateda 
PriMity senb center staffed with 
FiOS speaansts to handle FioS 
support calls The same M e d g e  
able pmfessanal will be able to 
responU to arstaners regarding their 
Internet, television and phone sedce. 

These five pints speak dir&ly 
tothe needscfwcuStomers. 
Whether you're a builder or a 
developer, Vecizon will help you 
use this messaging to make 
your sales force and marketing 
materials m compelling. 

You and us 
Fmandally, Verizon will be a.valuable 
paibw with.ycu over the life of the 
build. WcMng dosely with your 
~sbuct ion team tomeet your 
schedule, VerizOn wi i  bear all the 
expenses ofhlstallii the fitier-optic 
infrasVucWe and brhging it to 
ywr corrynunity's homes "And as 
part of a marketing agreement. we 
can give developers ahigh degree of 
pecsonalhsdatt~throughoutthe 
engimehg and corsbuction process 
to make sure fiber gels iocn time," 
Verium business develcpnenl 
maMQer Sam !%ydds says. 

That attention includes a project 
manager to s h e  as liaison to yoor 
enginfxdng and construction teams, 
and per-home compensation for 

each fiber-enabled h e  in 
the community. 

Verizon's installers are among 
the best in the business. 'Everyone 
at Verizon has been excellent.' 
says Klinefelter. 7hey use upscale 
mtractors for the coristnrctiw. 
and they're an time." 

And Verizon's triple-play 
offerings mean there's no need 
to coordinate separate vendors, 
which makes scheduling easier. 
Verim provides builders with 
home-wiring specifications for a 
basic structured wiring package, 
as well as for upgrade packages 
they can offer to their customers. 

Verizon also helps to create 
a marketmg program. supplying 
salespeople with marketing 
collateral and even caching 
them on the value of FiOS. .Once 
we have new homes about to 
come online, we tell the sales 
staff abwt different services that 
we can provide to the m e . "  
says Reynolds. 

Plus, vsrizcn offers service 
options to best meet the needs of 
your develcpmt. including a 
onnnunitywide subwiph  to 
a hwneawners associafion (HOA). 
OT awnarketed s3lvicas to 
indivickral residents. 

All of this enables builders and 
developers to create unique sales 
sdutions and up-sall oppoctunitiis. 
That was the case with one of 
Reynolds' clients, who wanted a 
hands-on way to sell the benefits 
of fiber to buyers. 7hey pecided 
to build a technology wall into their 
model home to highlight FOS 
services." he recalls. 'By helping 
them create the dsplay, we will help 
them differentiate the community 
from the mpetition." 
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What does FTTP mean? 
FlTP is an acronym for Fiber to the Premises, which 
describes the build-out method for the new Verizon 
network currently being deployed in Verizon service 
areas nationwide. This network will deliver voice, 
video, and broadband Internet services all over a 
hah-thin strand of dedicated fiber-optic cable installed 
all the way to the home ar business of each of our 
customers. Fiber-optic systems use glass fiber and 
lasergenerated pubes of light to transmit voice, data 
and video signals at speeds and capadties far 
exceeding most of today's copper and Coaxial cable 
systems. This dedicated fiber link to each customer's 
home has enormous bandwidth, allowing Verizon to 
provide your residents with all the above seMces at 
unparalleled speeds and reliability. This powetful 
new network will make it possible for your residents 
to access all the high-bandwidth entertainment 
content and services available today as well as those 
we believe will become available over the next 
m+ years! 

The first step in deploying Verizon's fiber-optic 
network is to complete a noobligation site survey of 
the property. The site survey will allow Verizon to 
design the best possible network for each specific 
properly. The following questions are intended to 
provide details surrounding the FITP deployment 
pmcess, and are meant to address common 
considerations of property owners in regard to the 
deployment of FITP service to their property. 

What is Verizon -OS 
(fiber) service? 
Verizon FiOS is the name of our new super-charged 
suite of fiber-optic services delivered over Verizon's 
new FlTP network These services include voice, 
video and broadband Internet s e t v ~ w ,  as well as 

many new products and services only available 
through Verizon. 

What Is the purpose and scope of 
the '%awveV' or L'upgrade'v mat 
Venzon would like to perform on 
my property? 
The purpose of the FITP upgrade is to provide a 
dedicated fiber-optic connection directly to each unit 
in your community, allowing your residents to have 
access to the newest, most advanced 
communications. information and entertainment 
seMces available over a 'futureproof" network that 
will continue to support new applications and 
capabilities as they are developed. The purpose of 
our initial survey is to determine the architecture, 
equipment and deployment options that are best 
suited to deliver these Fios seMces to the residents 
of each of your communities, and provides no 
obligation on the owner's behalf. Veriion will then 
utilize this survey to create detailed drawings specific 
to your community for the owner's written approval 
prior to the initiation of any on-site work. 

When will construction begin and 
when will it be completed? 
Each apartment community will be different; 
therefore, it is difficult to provide exact details Of the 
work required until a detailed site Survey is 
performed. When Verizon has completed the survey, 
we will propose a specific start date and provide an 
estiiate of the project duration. Prior to the 
commencement of any work. written approval by the 
owner will be obtained. 



What services Will the 
company provide? 
Verizon ROS is %e name ot OUT new suite of fibei- 
optic sen/ices delivered over Verizon's fiber network 
These services include traditional loml and long 
distance voice as well as broadband Internet service 
and video selvices (availability iBD per market). 
FTTP Technology is capable of supporting a wide 
range of applicafions in addition to these initial 
,offerings. Your Verizon representative wiil keep you 
informed as new products and-services are 
developed and available. 

Does the provider require 
an exclusive agreement for 
any service? 
Verizon ,is not seeking exclusivity in the provision. of 
v o h ,  data or video serviCes. We recognize that a 
resident may want to select an alternative provider for 
these services, and has the right to do.=. If the 
owner enters into a Marketing agreement with 
Verizon, we will require exclusivity in the niarketirg 
and promotion of the contracted services at the 
property level. 

Will any .exclusive contract 'conflict 
with any existing. agreements? 
Verizon depends on you to know what contracts exist' 
at your pr0perIk.s. and whether or not the M e t i n g  
agreements we propose are in conflict with any such 
agreements. To the extent that we are able to do so, 
we will Work cooperatively with you to ensure that 
there are no conflicts. 

Who will be .responsible for the 
cost of 'electric power to run the 
ONT and related facilities? 
It is the owner's responsibility to provide power for 
the OM, assuming that the property is operated in a 

. non-metered capacity. The amount of electricity 
required to power the ONT'is equivalent to the 
amount needed to power a night light. 

Who Will be responsible for 
replacing batteries in the 
back-up power'unlts? 
Fmsacstomers will be responsible for replacing 
batteries in the back-up power units. The FiOS user 
guide and resident marketing collateral informs the 
~eS*derlt that batteries should be replaced 
periodically. In addition, during the resident's 
'Personal Touch" installation, the Verizon Technician 
will review this information in detail. 

Who will be liable if there is an 
emergency and a resident has no 

batteries have not been replaced? 
The Verizon FiOS user guide clearly informs the 
resident that it is their responsibility to replace 
batteries periodically. At your discretion, you may 
take on this responsibility as part of your general 
maintenance program at a property, or leave it to the 
residents to care for. Verizon is not liable for any 
failure to replace batteries as needed. Note: The 
problems assodated with backup battery failure are 
consistent with the current liability assodated with a 
resident's choice, for example, to use a cordless 
phone, which operates on electricity, VolP service, or 
the resident who elects to utilize cellular phone 
service in place of a land line. 

What will happen to existing 
copper facilities? will residents be 
able to continue to subscribe to 
telephone service using the 
existing network? 
Verizon is not planning to remove the copper cabling 
at your axisting properb'es as the fiber build-out takes 
place. As Fios services are ordered by individual 
residents, the services will be provisioned over the 
fiber infrastructure. 

If the property is a new construction community, all 
the voice, data and video services currently available 
from Verizon will be delivered via the fiber network 
only. No copper network will be deployed (subject 
to fiber deplayment schedule on a central office 
specific basis). 

voice service because the 
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Services at a Glance 
1. Who We Are 

The AT&T Smart Moves program is  desiged 
specifically to secure and regin A 3 T  Cili[omia 
as the preferred provider;of.seM* to the 
building. owneri developer and propenv 
management market segmehts, 

: ?:.. '2. What We Do- . . 

'' .Today, AT&T California operates on the 
'. . competitiVe edge offering .taephany, video 

' ' services and high speed inteihet whwe 
available. .AT&T Smart Moves servtcessecures 
marketing contractual partnenhip agreemen.&, 
with building Owners, property management 
companies, and developers. 

3. What it Means To You 
.~n:~N.q~~or:exc~uscve'ly marltetingtoqr Qroducts: 
and srvltes, nt&r.Cal i fomiacom~~sa~~.the 
0ivkr.a ,shate:oftlie. bilied.r&enue earned-at. 
their community. 

5. What You Need to Do As a 
Part Of this Agreement? 

Recotmend and promote AT&TCalffornia 
produds and sewices exdtmsiiy. and hand out 
to each new..resident marketim materials 
proVi.& (by AT&T'Smait &v.& repi&erttaftVe 
or under the AT&T Smc2.MoVes program). 

. . 

Our partnership for this property includes: 

B VoiceSeWces 

CII Long Distance u High Speed Internet 

Video 

Please do not allow competitors' marketing 
material on your property, that, may offer 
services that you are contracted with AT&T 
California to market. 

.Call your AM to order more marketing 
materiab or arrange for additional education. 

6. Where Do My Residents Call 
For Servioe? 
For your residents' convenience encourage them 
to make only one call to AT&T California 
through the AT&T Smart Moves program. They 
wil l get ail their telephone, as well as high 

4. We're Here To Help 
After a contract is sigwd, your Customer 
Refations Mandger (CRM) will contact you and 

. introduce you to the AT&T Sinart Wves 
pragram. The CRM iswspansible for educating 
€he leasing staff, providing marketing and 
promations support, maintaining the 
relationship with property management and 
acting as an AT&T California liaison for property 
issues,. 

speed Internet services, through one source! 
Residents shouid call i-877-225-0000 or ord 
on-line at att.com/elwnove. 'Resi 
needing repair may dial 61 1. 
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